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Chapter 1 - Introduction 
There are two million horse owners in the United States (American Horse Council, 2005) 
and limited educational programming opportunities for those horse owners. Iowa State 
University Equine Specialist Dr. Peggy Auwerda created a survey for horse enthusiasts to get 
feedback on horse owners' preference for equine programming. The survey results showed that 
51% of respondents said that business success and profitability are a topic needing more 
education resources (Auwerda, P., Dr., 2019). There are few programming opportunities for 
horse owners that focus on improving marketing their horses and equine businesses.  
 This program is designed to provide in-depth ideas and plans for marketing both equine 
and equine businesses. Potential participants include: horse owners, equine product businesses, 
equine services businesses, or other equine related businesses.  The material learned in this 
course will benefit a wide variety of equine business people who want to improve their 
marketing plans and skills. This program is designed to have many discussions and allow the 
opportunity to connect with and work with other people involved in the equine industry.  
 Networking is vital in the equine industry as it allows us to investigate what is working 
well in our communities and what is not working well. The collaboration with each other will 
encourage teamwork and problem-solving skills that can be used in everyday life.  
 This program is designed to be a four-week program that meets once a week for 3 hours 
at a time, equaling 12 hours of class time. The modules will balance marketing equines and 
marketing equine businesses to ensure that there is beneficial information for all participants no 
matter what their specific goals are. Potential instructors for this program include county 
program presenters and guest speakers including: marketing specialists, photographers (for 
photography section), and other relevant speakers that seem appropriate.  
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Background Information 
 I have been involved in the equine industry for twenty years. I began taking lessons when 
I was five years old and progressed to owning my horse and boarding him while taking lessons 
and showing in the jumping and eventing disciplines. I decided to switch over to the western 
pleasure discipline when I was 15 and fell in love with the art of western riding and all it 
entailed. I was an active member of 4-H and showed state, and national levels competing at the 
World Championship show and Congress show as I wrapped up by youth showing career.  
 I decided to attend college at Iowa State University and major in Animal Science, 
focusing on equine. I was an active member of the Equestrian Club and held several officer 
positions, and was a volunteer for the Story County 4-H club. I obtained my open and 4-H 
judging card in college, where I spent several years judging around Iowa. 
Upon graduating with my Bachelor of Science in Animal Science, I landed a Program 
Coordinator position with Iowa State University Extension in Wright County. I began showing 
horses in my spare time again and became an active member of the Iowa Pinto Horse 
Association. Along with sitting on the board of directors for the Iowa Pinto Horse Association, I  
also am the 4-H leader of the Wright County Horse Project.  
 With Iowa State University Extension, I began to receive horse-related questions from 
clients all across our region and decided to start hosting some equine programming. With the 
help of Agronomist, Angie Rieck-Hinz I created and held two successful horse pasture 
management programs. I then partnered with Iowa State University Equine Specialist Dr. Peggy 
Auwerda to develop and pilot a Women Managing Horses program. I taught the program's 
marketing portion. We had participants from three different states attend the pilot program and 
received great feedback about it.  
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 I have seen a need for more equine programming and decided to focus on a program to 
help equine businesses improve on marketing their equine businesses and their Horses. I hope 
that this curriculum will be adopted by Extension programming and used by specialists and 
program coordinators to provide equine programming to their communities.  
 
Goals and Objectives 
 There are several goals for the audience of this program. This program will equip 
individuals with tools to find more profitability from their equine business. It will provide equine 
business owners with resources to improve how they market their horses and equine business and 
connect equine people with other horse owners for networking.  
 Upon completion of the program, participants should be able to: 
• Locate multiple marketing avenues for their horses and/or business after the completion of the 
modules. 
• Design and write advertisements for their horses and business after completion of the modules. 
• Take eye-catching photos of their horses and business upon completion of module 4. 
• Recognize how successful marketing can increase profitability for their business upon 
completion of the modules. 
 
Terminology  
• Equine – relating to or affecting horses or other members of the horse family. 
• Eventing – an equestrian event where a horse and rider combination compete in three 
disciplines – dressage, cross-country, and show jumping.  
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Chapter 2 - Literature Review 
 Understanding the basics of marketing is key in improving your own business marketing 
plan. An extensive marketing plan will set apart a business from others and help a business 
become noticed easier (Randall, 2010). Along with a strong marketing plan, building a brand is 
equally as important. Value added products need a distinct identity, otherwise known as a brand. 
"A brand is the combination of name, words, symbols or design that identifies the product and its 
company and differentiates it from competition" (Giddens, 2010). Getting the best brand is 
difficult, but can set a business apart from others and be a key marketing tool.  
 There are many places you can market your horse business and horses, but the internet is 
the most expansive, fastest way to get your business or product out to the public. There are a 
wide variety of types of online marketing and all can be beneficial to a business owner. There are 
advantages and disadvantages to each variety but there is some type of online marketing for 
every business owner (Holz-Clause, 2010). Creating a marketing strategy will vary based on the 
goals of the business, but establishing the one that fits best will help generate adequate sales and 
improve profitability (Hofstrand, 2018).  
 New age technology has allowed for new marketing such as apps. There are apps to make 
organizing your business much more convenient such as organizing emails, photos and even 
expenses. Marketing a horse has similar ideas to marketing a business. The internet is a great 
source for marketing horses and creating great photos and videos are key to being successful. 
There are even businesses that will help with marketing horses too. 
 A review of literature shows how a business can improve marketing by creating a 
marketing plan and establishing strategies that work for the specific business. Choosing 
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marketing locations are key and taking advantage of resources such as apps that help organize 
materials are all ways to help improve time management and profitability.  
 
Chapter 3- Methods and Procedures 
             Adult learning is structured differently than traditional adolescent learning. Andragogy, 
or the method and practice of teaching adult learners, focuses on several different necessities: 
adults need to know why they need to learn something, they need to learn experientially, adults 
approach learning as problem-solving, and adults learn best when the topic is of immediate value  
(Culatta, R. 2018) The program is designed to allow participants to have an immediate value 
related to their business, have time to problem-solve for their own business needs and 
experiment with different marketing practices and methods throughout the course.  
 Modules are organized to flow from basic marketing and create a marketing plan to 
expand on that marketing plan and put it into practice. The final module has a broader focus on 
advertising horses because most equine businesses will advertise horses for sale at some point in 
their time as a business. The modules are organized as follows: 
• Creating a Marketing Plan 
• The Importance of Branding 
• Putting Your Marketing Plan to Work 
• Marketing Your Horse 
 Each participant will be provided with a binder that contains the materials for the entire 
course including the program planning guide, PowerPoint slides, handouts provided with the 
module and any handouts from guest speakers. Each module is organized in the same format and 
begins with the PowerPoint presentation. During the PowerPoint presentation, "breaks" are 
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inserted into the PowerPoint to discuss the material. Participants to work alone or brainstorm 
with other participants for ideas.  
The program is created to be an in-person program; however, there will be ways to 
modify the format to work efficiently in an online format. The modules are designed to be taught 
by individuals familiar with marketing, or the program leader could bring in professional 
speakers for each topic. For adult learners engagement, each module contains knowledge-based 
presentations, group discussion activities, individual activities, and evaluation of the module.  
 
Chapter 4- Product 
Program Planning Guide 
Overview 
• Recommended class size: 10-20 people 
• Hours: 3 hours per module 
• Costs: recommended minimum of $20 to cover materials. Additional expenses may include 
food, guest speaker travel, local cost recovery 
• Participants: This program is targeted to equine business owners and equine owners who want 
to learn how to improve their marketing skills. 
• Course delivery: this program is presented in an in-person format, with the option of having 
additional participants join virtually. Local experts can deliver In-person instruction. 
• Partners: local marketing specialists, successful equine business owners, branding specialists 
 




Module 1: Creating a Marketing Plan 
This module will cover what a marketing plan is and how someone would create a marketing 
plan 
 
Module 2: Importance of Branding 
This module will cover what branding is. Participants will have the opportunity to look at several 
different branding ideas, learn about branding's importance, and work on brainstorming ideas for 
their brand if they have not created one yet.  
 
Module 3: Putting Your Marketing Plan to Work 
This module will cover how to use the marketing plan to its maximum potential. It will also 
allow participants to discuss their marketing plans and how they plan on using it. And 
participants will continue to work on creating their marketing plan as a group or individually. 
Additionally, participants will discover different applications available to the public for 
business planning and marketing.  
 
Module 4: Marketing Your Horse 
This module will cover the importance of photographs in advertising a horse and how to 
incorporate good videos.  Additionally, participants will learn where to promote their horse and 
how to watch out for scammers.  
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Module 1: Creating a Marketing Plan 
Goal: This module aims to introduce what a marketing plan is and how to start creating one.  
Learning Objectives: 
1. Explain what a marketing plan is. 
2. Describe the importance of a marketing plan.  
3. List 3 different reasons of why a business owner would use a marketing plan.  
Topics and Materials: 
 The module focuses on introducing the marketing plan to participants. Discussing the 
Different parts of the marketing plan and the importance of a marketing plan will be covered. 
Essential steps of creating a marketing plan include:  
- Writing an executive summary 
- Identify business' goals 
- Identifying the target audience 
- Write a competitive analysis 
  
Resources to use for this section include JotForm article on "How to Create a Marketing Plan", 
Ag Decision Maker article C5-15, and Ag Decision Maker article C5-18.  
 A PowerPoint-style presentation is suggested and supplied for use to begin the session. 
Classroom discussions led by the in-person facilitator can include how participants already use 
these concepts and what they plan on using in the future. The group can discuss goals with each 
other if they are comfortable doing so and brainstorm different marketing channels available that 
are relevant to their businesses. After discussions, leave ample time to allow participants to begin 
creating their marketing plan. They can work individually or as a group. 
- Identify marketing channels 
 
- Set marketing goals 
- Create a marketing strategy 
- 
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Module 2: The Importance of Branding 
Goal: This module aims to introduce and expand on what branding is and why it is an integral 
part of business marketing.  
Learning Objectives:  
1. Describe why branding is an integral part of marketing. 
2. Explain what branding is. 
3. List 2 challenges of branding. 
Topics and Materials: 
 The module has a focus on introducing branding and explaining the importance of 
branding. Participants will learn the steps to creating a brand, the challenges that come with 
branding, and why it is essential to develop a brand for their business. This module will include 
steps on: 
• Describing how participants want their business to be perceived 
• Creating names, logos, and slogans. 
• How to communicate your brand and stay consistent 
Resources to use for this module include Ag Decision Maker C5-50, yellow pages for the 
business article "4 Steps to Building a Successful Brand", Entrepreneur article "The Basics of 
Branding," and Brandingmag article "What is Branding and Why is it Important for Your 
Business".  
 A PowerPoint-style presentation is provided to use for the session. Classroom discussions 
can include participants' plans to create branding for their business, incorporate branding into 
their business, and brainstorm ideas on communicating the brand. 
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After discussions, leave ample time to allow participants to begin working on their branding 
individually or in groups.  
 
Module 3: Putting Your Marketing Plan to Work  
Goal: The goal of this module is to review marketing plans, finish creating marketing plans, and 
dive deep into how each participant plans on using their marketing plan. 
Learning Objectives:  
1. Describe how marketing plans can be used in the business' future. 
2. List three reasons why keeping up with a marketing plan is beneficial. 
Topics and Materials: 
 This module has focused on completing marketing plans and planning how they will help 
each participant's business. A majority of this session will be a workday for participants to work 
individually or together to brainstorm ideas, review the importance of marketing plans, finish 
creating their marketing plans, and establish a plan for how they plan on using their marketing 
plans.  
 Resources for this session include Ag Decision Maker C5-34. This session should be a lot 
of discussions and less focus on learning new material. Encourage participants to work with one 
another and talk to different participants in the class too. Discussions should have a strong focus 
on how they plan to use their marketing plans moving forward.  
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Module 4: Marketing Your Horse 
Goal: Be able to create a strong advertisement for a horse and know where to advertise them.  
Learning Objectives: 
1. Learn how to use quality photos and videos to use for advertisement.  
2. Understand different avenues in which to advertise horses. 
3. List 2 different ways to identify a scammer. 
Topics and Materials: 
 This module focuses on creating an advertisement for marketing a horse and learning 
different avenues to market horses. Participants will spend time learning how to prepare a horse 
for good photos, how to take good sales photos and get to review examples of good and not so 
good images for selling horses. They will also learn about the importance of videos and what 
should be included in a sales video. Other topics will include how to set fair pricing, write a 
powerful description, advertise horses, and prepare all the information you will need to have 
when it comes to selling the horse.  
 Resources to use for this module include the PowerPoint. Examples of photos, videos, 
and information are included in the PowerPoint. If using a local expert, feel free to have them 
include their strategies and resources as well.  
 Classroom discussions led by the in-person facilitator can include takeaways for how 
participants have marketed horses in the past, what has worked and what hasn't. If time allows, 
participants can also spend time brainstorming with each other to create ads and plan on 
improving their marketing skills. 
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Planning Worksheet 
Course Dates and locations 
 
Date #1 
Module one in-person instructors. 
Module one in-person activities. 
Module one materials. 
 
Date #2 
Module two in-person instructors. 
Module two in-person activities. 
Module two materials. 
 
Date #3 
Module three in-person instructors. 
Module three in-person activities. 




Module four in-person instructors. 
Module four in-person activities. 
Module four materials.  
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Evaluation 
 Marketing Your Equine Business trains horse owners and horse business owners to 
expand their marketing skills and promote their businesses in new ways. This program would 
also benefit those interested in learning about starting an equine business or learning more about 
marketing their horses for sale.  
 Surveys would be the method of choice for evaluating the modules in this program. One 
survey would be presented at the beginning of the program to assess the participant's marketing 
knowledge before, and a follow-up survey would be presented at the end of the program to gauge 
marketing knowledge changes. A Likert scale will be used to assess knowledge change in the pre 
and post-surveys.  
 A follow-up survey would be sent six months post course to assess behavior changes and 
how the course impacted the participants' businesses. Instead of the Likert scale, this survey 
would have open-ended questions to evaluate how the course has impacted the participant's 
business and how the course could be improved. The answers will be compiled and reviewed for 
potential changes in future classes.   
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Chapter 5 - Reflections  
 I have wanted to work on this project since I began my full-time position right out of 
college with Iowa State University Extension in Wright County. Growing up with horses and 
meeting people who wanted to be involved in the horse industry during college, I observed a lack 
of understanding of how to be successful in marketing equine businesses to their highest 
potential. I have noticed on social media that people struggle to create successful advertisements, 
and horses are for sale for a long time. I want to help people become successful in their 
marketing ventures and wanted to create a program that could be used nationwide to provide this 
education to anyone interested in Extension programs.  
 When I started working on creating the first Mastering Equine Manager program with Dr. 
Auwerda, I was very excited to see the progress and opportunities that would become available 
with the creation of this program. I was thrilled when we had a successful turnout, and it sparked 
my interest in creating a branch off program that focused on marketing. I am excited about this 
project as I have a passion for marketing and have a passion for horses and I have enjoyed 
mashing them together to create a program such as this.  
 This project is a cumulation of what I have learned over my Master's program, and I 
believe I have become a more successful educator because of this program. I have enjoyed this 
Master's program, and it has been great to give my education experience more of a background 
and a greater appreciation for how education develops. There have been several classes that have 
been influential in my degree program. The first of which was AGEDS 511, Professional 
Agricultural Presentation Practices. This class helped me better organize, plan, and deliver 
programs, which in my opinion, is an essential part of agricultural education. The second class 
that was very influential to me was AGEDS 524, Program Development and Evaluation in 
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Agricultural and Extension Education. At the time that I took the course, I was working as an  
Extension program coordinator, so the class was very relevant to my work. It helped me better 
form needs assessment and increased my program development skills and how to create effective 
evaluations. One of the other classes that were influential to me was AGEDS 550, Foundations 
of Agricultural Education. An essential part of being involved in anything is understanding 
where it comes from, how it has developed, and the bases for it. This class helped me form a 
solid history of Agricultural Education that I can use in my future. 
 While I am not currently formally educating for a career right now, I believe that 
education is so important in self-development, and education will always be vital as a career 
path. I am also proud to help create education within the equine industry.  
 
Future Steps 
 My goal for the future for this program would be to work with Dr. Auwerda in creating a 
formal extension program from the materials. After that, I hope to pilot this program with Iowa 
State Extension and hopefully pass on the program to other Extension services to use as well 
across the country. I would be more than happy to be a presenter for this program, and I plan on 
sharing this opportunity with the public via online social media measures, horse shows, and other 
equine events.  
This module would benefit from bringing in a professional photographer who is familiar 
with equine photography to talk about photo quality, camera options and positioning horses for 
photos. They would also be able to discuss how to put a video together to include everything 
desired to potential buyers. 
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